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As the development of economic and the improvement of people's living level, 
seller ’s market gradually transfers to buyer’s market, which leads to excessive 
commodity without selling out. Meantime, consumer demand is becoming more and 
more personalized. How to satisfy the individual demands of the consumers with a 
reasonable price has been a difficult issue. Mass customized products can be one 
sound solution of this problem. E-commerce systems can be used to gather demand 
information of one commodity from lots of online consumers, so that a large order 
can be formed. After that, the multiple- issue auto-negotiation system based on Agent 
is chosen as the pricing mechanisms for its superiority to the traditional negotiation 
and the single issue auto-negotiation. The traditional negotiation costs too much and 
is limited to the time, region and many other external factors, and the single issue 
negotiation cannot meet the need of reality any more. Additionally, option theory can 
be applied to reduce some risks caused by the information asymmetry in the process 
of auto-negotiation. 
This article mainly has been organized into four parts: 
In the first section, three main theories which served as the theoretical underpinnings 
of our research are discussed at length. First, the paper introduces the theory of mass 
customization and Agent and summarizes the system of automatic negotiation and 
multiple- issue automatic negotiation. Then the theory of sale-surety and quality 
option and the theory of return option are presented in details.  
In section2 and section3, the paper designs the basic steps of mass customization in 
EC and the models of multiple-issue negotiation, and puts forward a strategy of 
multiple- issue negotiation and a utility function, then introduces the process of 
calculating comprehensive utility and scheduling in detail. In the mass customization 
in EC, the buyers may exaggerates sales volume to get lower price, and the sellers 
may low the quality to lessen costs, but the sale-surety and quality option can avoid 















return policy, the manufacturers can maximize their sales profit by providing return 
option and making a reasonable option price. 
The paper designs and realizes the system of multiple- issue automatic negotiation, 
and introduces the role of every package, the negotiation protocol and the 
negotiation algorithm of learning and no learning in the system. According to the 
different negotiation strategies, the paper does experiments and concludes the 
strategies of seller and buyer according to the results of the experiments.Finally, the 
paper makes a system to display our design. 
The main contribution of our research can be identified as two parts. First and 
foremost, the paper proposes that mass customization in EC to be a feasible way to 
satisfy the individual demands of the consumers. Besides, a reasonable negotiation 
system, namely the multiple-issue automatic negotiation is designed by the 
combination of the time strategy function and comprehensive utility function.  
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